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YO U R  P R O P E R T Y

Gay le Quill



- The largest  ind ep end ent  real 
est at e f ranchise

- A net work of  over 191,0 0 0  real 
est at e consult ant s w it h a p rojec t ed  
g row t h of  30 0 ,0 0 0

- 820  of f ices in  t he Unit ed  St at es and  
Canad a (55+) m ajor m arket s

- Excellence in  cut t ing -ed ge real est at e 
t rain ing , real est at e coaching  and  real 
est at e ed ucat ion

- Nam ed  ?Most  Innovat ive Real Est at e 
Com pany? by Inm an News
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HONORS & AWARDS
PRINCIPAL 10  BEST COMPANIES FOR 

EMPLOYEE FINANCIAL SECURITY 

Keller  William s f eat u red  in  Inc . Mag azine f o r  
c om m it m ent  t o f inanc ial and  p hysic al w ellness

NATIONAL ASSOCIATION OF HISPANIC 
REAL ESTATE PROFESSIONALS 250   

Est at e Prof essionals 250 : Keller  William s had  25 
rep resent at ives on  NAHREP?s list  o f  t op - p rod uc ing  

Lat ino ag ent s

COMPUTERWORLD DATA+ EDITORS? 
CHOICE AWARD 

Keller  William s rec og n ized  f o r  it s 
b usiness in t e llig enc e syst em

REAL TRENDS CANADA'S BEST REAL 
ESTATE AGENTS 

Keller  William s is hom e t o # 1 ag ent  b y 
t ransac t ions (Marvin  Alexand er )

THE WORLD'S MOST INNOVATIVE 
COMPANIES UNDER URBAN 

DEVELOPMENT/ REAL ESTATE SECTOR 

Keller  William s rec og n ized  f o r  em p ow er ing  b uyers 
and  sellers w it h  real- t im e neig hb orhood  d at a

REALTRENDS 50 0  
191 Keller  William s of f ic es ent ered  in  t he 50 0  

larg est  real est at e b rokerag e f irm s in  t he Un it ed  
St at es ranked  b y c losed  t ransac t ion  sid es

INMAN 10 0  MOST INFLUENTIAL 
REAL ESTATES LEADERS REPORT 

6 Keller  William s Rep resent at ives

NAR 30  UNDER 30  

5 Young  Real Est at e Prac t it ioners f rom  Keller  
William s ent ered  t he NAR 30  und er  30

CNATIONAL ASSOCIATION OF REALTORS 
DISTINGUISHED SERVICE AWARD

Bot h  aw ard  rec ip ient s (Mike Brod ie and  
Jim  Helsel)  are Keller  William s assoc iat es

REAL TRENDS/ WALL STREET 
JOURNAL "THE THOUSAND" 

Keller  William s had  147 assoc iat es and  
t eam s on  t he list  o f  t op  real est at e 

p rof essionals in  Am er ic a

FRANCHISETIMES | THE LARGEST 
FRANCHISE SYSTEMS BASED IN THE 

US ACCORDING TO GLOBAL 
SYSTEMWIDE SALES 

Keller  William s land ed  at  # 15 

AMERICA'S MOST INNOVATIVE 
COMPANIES 

Keller  William s honored  as one of  t he 30 0  
c om p an ies t ransf o rm ing  ind ust r ies 

f rom  insid e ou t

FRANCHISE BUSINESS REVIEW AWARDS 
Keller  William s c o llec t ed  a t ot al o f  e ig ht  (8)  aw ard s 

in  t he Franc h ise Business Review  Aw ard s (Most  
Innovat ive Franc h ise, Top  Franc h ise For  Vet erans, 
Most  Prof it ab le Franc h ise, Top  Franc h ise Cu lt u re, 
Top  Franc h ise Rec ession - Proof , Top  Franc h ise f o r  

Wom en, Top  Franc h ises )

SWANEPOEL POWER 20 0  MOST 
POWERFUL LEADERS IN THE 
RESIDENTIAL REAL ESTATE 

BROKERAGE INDUSTRY 
Gary Keller  rem ained  as The Top  2 Most  

Pow er f u l Lead er  SP 20 0



LEVERAGING
OUR GLOBAL C ONNECTIONS

Keller William s of f ices st ret ch ac ross t he g lob e. This b r ings an ext ensive net work of  
agent s and  connec t ions. Having  access and  connec t ions t o t housand s of  int ernat ional 
b rokers t hrough t he p ower of  Keller William s Luxury Hom es Int ernat ional and  KW Global 
Prop ert y Sp ec ialist s, you can feel conf id ent  your hom e w ill have an unm at ched  level of  

exp osure.

5
CONTINENTS

55+
REGIONS

820
MARKET CENTER

LOCATIONS

A GLOBAL 
REAL ESTATE

POW ERHOUSE

KW  W ORLDW IDE 
REGIONS

- Argent ina

- Aruba

- Belg ium

- Belize

- Berm ud a

- Cam b od ia

- Canad a

- Chile

- Colom b ia

- Cost a Rica

- Cyp rus

- Czech Rep ub lic

- Dom inican 

Rep ub lic

- Dubai, UAE

- France

- Great er Shanghai, 

China

- Greece

- Hond uras

- Ind onesia

- Ireland

- Israel

- It aly

- Jam aica

- Japan

- Luxem b ourg

- Malaysia

- Mexico

- Monaco

- Morocco

- Nicaragua

- Nort hern 

Cyp rus

- Panam a

- Paraguay

- Peru

- Philip p ines

- Poland

- Port ugal

- Puert o Rico

- Rom ania

- Serb ia

- Slovenia

- Sout hern Af r ica

- Spain

- Thailand

- Tr in id ad  and  

Tobago

- Turkey

- Turks and  Caicos

- Unit ed  Kingd om

- Uruguay

- Viet nam

Ke l le r  W i l l iam s is t h e la rg est  
rea l  est at e  f ran c h ise in  t h e 
w o r ld  ? h o m e t o  m o re rea l  

est at e  p ro f essio n a ls t h an  any  
o t h e r  c o m p any. As o f  2 0 24, 

m ast e r  f ran c h ise ag reem en t s 
h ave b een  aw ard ed  ac ro ss 55+ 
reg io n s o u t sid e o f  t h e Un i t ed  

St at es an d  Can ad a.



Top Brands and Brokerages
Unit s Volum e

V O L U M E U N I T S

$40 0,0 0 0 ,0 0 0

$30 0,0 0 0 ,0 0 0

$20 0,0 0 0 ,0 0 0

$10 0,0 0 0 ,0 0 0

$
0 KW Com pass eXp

0

250 0 0 0

50 0 0 0 0

750 0 0 0

10 0 0 0 0 0

B R A N D

A g g r e g a t e d  u s i n g  t o p  b r o k e r a g e  o r  b r a n d  f r o m  Re a l T r e n d s  2024  U .S.  l i s t s :  To p  500  
b y  Vo l u m e ,  To p  500  b y  S i d e s ,  a n d  To p  A f f i l i a t e d  F i r m s .

 MARKET SHARE 20 24
KELLER W ILLIAM S

145,0 4 2 826 ,875

$370 .8  BILLION
U.S. SALES VOLUM E

U.S. BASED AGENT C OUNT TRANSACTION SIDES





Our  l ist ing s have so ld  at  an  averag e o f  10 3.5% o f  t he o r ig inal 

p r ic e.

Se ll ing  a hom e f o r  t he h ig hest  p ossib le p r ic e req u ires a c ohesive 

st rat eg y, d e lib erat e p roc ess and  a t a len t ed  t eam .

We f o llow  a st rat eg ic  p lan  t o  g et  you r  hom e so ld  f o r  t op  d o llar, 

as q u ic k ly as p ossib le.

First , w e analyze b ot h  m arket  c ond it ions and  t he p rop er t y t o  

d et erm ine how  b est  t o  p osit ion  it  in  t he c u r ren t  m arket .

Based  on  ou r  analysis, w e d eve lop  a m arket ing  p lan  and  exec u t e 

it  w it h  t he in t en t ion  o f  g enerat ing  q ualit y o f f e rs f rom  q ualif ied  

b uyers.

Prep  you r  hom e, b r ing  it  t o  t he m arket  and  show  you r  p rop er t y.

Then , w e neg ot iat e f ie rc e ly on  you r  b ehalf  and  w hen  b ot h  

p ar t ies ag ree on  p r ic e and  t e rm s, w e p roc eed  t o  t he c losing  

p roc ess.

Let ?s look at  eac h  o f  t hese st ep s in  g reat er  d et ail.

GETTING YOUR 
HOME SOLD

PHASE 1

ANALYZE   
& POSITION

PHASE 2

DEVELOP A 
MARKETING 
PLAN

PHASE 3

BRING IT 
TO MARKET 
& SHOW  
PROPERTY

PHASE 4

NEGOTIATE 

PHASE 4

CLOSE 
PROPERTY 



ANALYZE & POSITION
Market  f luc t uat ions, t im e o f  year  and  invent o r y w il l  a l l  have a d irec t  

im p ac t  on  p r ic ing  you r  hom e. Fo r  a f ast , ef f ic ien t  and  p ro f it ab le sale, 

I w il l  p rovid e you  w it h  a d et ailed  rep o r t  ou t l in ing  t he lat est  m arket  

t rend s, a f u l l  m arket  valuat ion  o f  you r  hom e and  a Com p arat ive 

Market  Analysis.

No m at t er  how  hot  t he m arket  m ig h t  b e, sim p ly p lac ing  you r  hom e 

on  t he MLS (Mu lt ip le List ing  Servic e)  is no t  enoug h . I w il l  c onsu lt  w it h  

you  on  how  t o  b est  p osit ion  you r  hom e f o r  sale and  at t rac t  t he r ig h t  

p rosp ec t s t o  you r  d oo rst ep .

Pr ice

PREPARATION

Present at ion

Shou ld  you  p r ic e you r  hom e at  o r  b e low  m arket ? It  d ep end s. Pr ic ing  you r  hom e in  a 
m anner  t hat  w il l at t rac t  m u lt ip le b uyers w ho w il l c om p et e w it h  eac h  o t her, and  not  
you , req u ires exp er ienc e and  a t ho roug h  und erst and ing  o f  t he m arket . I w il l  ad vise you  
on  t he m ost  ap p rop r iat e p r ic ing  st rat eg y. 

It  is a p syc ho log ic al ad vant ag e f o r  p rosp ec t ive b uyers t o  see t hem selves l iv ing  in  you r  
unc lu t t ered  hom e. Fo r  t h is reason , p ain t ing , d eep  c lean ing  and  d ep ersonalizing  are 
c ruc ial e lem ent s t o  a q u ic k sale. I w il l  m anag e t he p rep arat ion  o f  you r  hom e in  a 
m anner  t hat  su it s you r  c om f o r t  leve l. Key c osm et ic  f ixes are also im p or t ant . Shou ld  
you  ref in ish  you r  c ab inet s, c hang e ou t  t he sink in  t he g uest  b at h room  o r  invest  in  a 
new  f ron t  d oo r? I w il l  ad vise you  on  c hang es t hat  y ie ld  t he g reat est  ROI.

St ag ing  c an  b e c ruc ial t o  ob t ain ing  t he h ig hest  p r ic e and  f ast est  sale o f  
you r  hom e. Ac c o rd ing  t o  a su rvey b y t he Real Est at e St ag ing  Assoc iat ion , 
hom es sp end  78% less t im e on  t he m arket  af t er  b e ing  st ag ed . I w il l  ad vise 
you  on  how  t o st ag e you r  hom e o r  p rovid e a p ro f essional w ho c an  d o it  f o r  
you . We have a b road  rep er t o ire o f  in t er io r  d esig ners and  st ag ers t o  m eet  
just  ab ou t  any b ud g et .



Market  f luc t uat ions, t im e o f  year  and  invent o r y w il l  a l l  
have a d irec t  im p ac t  on  p r ic ing  you r  hom e. Fo r  a f ast , 
ef f ic ien t  and  p ro f it ab le sale, I w il l  p rovid e you  w it h  a 
d et ailed  rep o r t  ou t l in ing  t he lat est  m arket  t rend s, a 
f u l l  m arket  valuat ion  o f  you r  hom e and  a Com p arat ive 
Market  Analysis.

No m at t er  how  hot  t he m arket  m ig h t  b e, sim p ly 
p lac ing  you r  hom e on  t he MLS (Mu lt ip le List ing  
Servic e)  is no t  enoug h . I w il l  c onsu lt  w it h  you  on  how  t o  
b est  p osit ion  you r  hom e f o r  sale and  at t rac t  t he r ig h t  
p rosp ec t s t o  you r  d oo rst ep .
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We Proudly  offer  our  
sellers t he follow ing 
a la car t e ser vices

1

2

3

Ind iv id ual p rop er t y 
w eb sit e t hat  is b o t h  
m ob ile and  d eskt op  
f r iend ly

Cross- p lat f o rm  
soc ial m ed ia 
exp osu re on  b ot h  
Ke lle r  W il l iam s sit es 
and  m y p ersonal 
sit es hom e

Pr in t  m arket ing  -  
b eau t if u l ly c raf t ed  
p ost c ard s, b roc hu res, 
and  p rop er t y st at em ent s 
t o  show c ase you r  hom e



PHOTOGRAPHY
STAGING & PROFESSIONAL

It  has b een  st ud ied  and  show n  t hat  b o t h  t he 
leng t h  o f  t im e on  t he m arket  and  sales p r ic e 
are p osit ive ly im p ac t ed  b y a b eau t if u l ly st ag ed  
and  p hot og rap hed  hom e. These are p ow er f u l 
t oo ls no t  t o  b e over looked  o r  und erest im at ed .

Se ll ing  a hom e is p ar t  sc ienc e, p ar t  ar t . Beyond  
analyt ic s and  m arket  c ond it ions, t here is t he 
hum an  e lem ent  t o  c onsid er. Every b uyer  is 
t r y ing  t o  im ag ine t hem selves l iv ing  in  t he hom e 
t hey are v iew ing .

Th roug h  t he m ag ic  o f  st ag ing  and  
p hot og rap hy, you  c an  ig n it e t he f lam e o f  d esire 
in  a p ot en t ia l c l ien t  t o  w ant  t o  ow n  and  l ive in  
t he sp ac e you  are se ll ing , and  now  c all hom e.



PRINT
MARKETING
Proper t y  Booklet s? 
& St at ement s

Just  List ed 
Post cards

Proper t y  Booklet s? 
& St at ement s

An  in f o rm at ional sum m ary o f  
t he f ac t ual d at a and  m et r ic s 
reg ard ing  you r  hom e. Along  w it h  
a nar rat ive and  st o r y b eh ind  t he 
h ist o r y, f eat u res, and  am en it ies 
t hat  w il l  in t r ig ue b uyers t o  c om e 
t o  see f o r  t hem selves.

Sent  t o  t he su r round ing  
c om m un it y w it h  t he 
und erst and ing  t hat  m any 
b uyers c an  c om e d irec t ly f rom  
c ont ac t s l iv ing  r ig h t  in  t he 
ne ig hb o rhood .

An  in f o rm at ional sum m ary o f  
t he f ac t ual d at a and  m et r ic s 
reg ard ing  you r  hom e. Along  w it h  
a nar rat ive and  st o r y b eh ind  t he 
h ist o r y, f eat u res, and  am en it ies 
t hat  w il l  in t r ig ue b uyers t o  c om e 
t o  see f o r  t hem selves.



ONLINE ADVERTISING
& SOCIAL MEDIA
W E BELIEVE EACH AND EVERY HOME NEEDS ITS OW N INDIVIDUAL 
MARKETING PLAN TO ACHIEVE THE MAXIMUM EXPOSURE.

Social Media
There is no d enying  t he p ow er  o f  
p osit ion ing  you r  hom e in  t he m id st  
o f  a st rong  soc ial m ed ia c am p aig n  
t o  c reat e in t erest . You r  p rop er t y 
w il l  b e inc lud ed  in  a w e ll- c raf t ed  
and  c onsist en t  p rog ram .

Keller  Williams List ing 
Ser vice (KWLS)
The Ke lle r  W il l iam s List ing  
Servic e is a p ow er f u l searc h  
eng ine t hat  w il l  f u r t her  p rop e l 
you r  p rop er t y in t o  t he reac hes 
o f  t he in t ernet  and  g ain  
ad d it ional exp osu re t o  ser ious 
and  q ualif ied  b uyers.

A d ed ic at ed  w eb  p ag e sp ec if ic  t o  
you r  hom e is usef u l f o r  m arket ing  
you r  hom e on line t o  g enerat e 
in t erest  and  f oo t  t raf f ic .

Individual 
Proper t y  Websit e





SHOW YOUR
PROPERTY
List ing  ap p o in t m ent s p rovid e p ot en t ia l b uyer  w it h  t he 
op p o r t un it y t o  b e in  you r  hom e and  im ag ine t hem selves l iv ing  
in  t he sp ac e. It  is one o f  t he b est  w ays f o r  b uyers t o  d isc over  
and  exp lo re you r  hom e.

We w il l  d esig n  an  op en  house p rog ram  c onven ien t  f o r  you  t hat  
m ay inc lud e w eekend  event s, b roker  and  t w il ig h t  t ou rs, p r ivat e 
show ing s, and  ag ent - on ly loc kb ox ac c ess.

Ad d it ionally, every op en  house w il l  b e p rom ot ed  on  t he MLS 
w h ic h  synd ic at es t o  m ajo r  p o r t als suc h  as Zil low , Tru lia, and  
Red Fin .

To c ap t u re loc al t raf f ic , eac h  event  w il l  b e w e ll- m arked  w it h  
d irec t ional sig ns on  key st reet  c o rners.



NEGOTIATE & CLOSE

Negot iat e
Should  you accep t , count er, or rejec t  t he of fer? Negot iat ing  t he 
t erm s for t he sale of  w hat  m ay b e your b iggest  asset  req uires a 
p rofessional t eam  t hat  has your b est  int erest s in  m ind . Do you 
need  a shor t  or long  esc row ? Will you need  t o rent  t he p rop er t y 
back? Are you b uying  anot her hom e on a cont ingency or m oving  
out  of  st at e? As an exp er ienced  negot iat or, I ensure t hat  your 
b est  int erest s are rep resent ed  and  t hat  you get  t he b est  t erm s 
and  p r ice for t he sale of  your hom e.

Close
Congrat ulat ions! You?ve accep t ed  an of fer and  now t he 
count d ow n b eg ins. The c losing  of  your hom e is urgent  and  
t im e-sensit ive. It  req uires organizat ion, exp er ience and  exp ert ise. 
As your agent  and  p rojec t  m anager, I w ill help  you navigat e t he 
seller?s d isc losures, and  m ake sure your int erest s are suf f ic ient ly 
p rot ec t ed  and  t he net  p roceed s are accurat ely d ep osit ed  int o 
your bank account .



WHO PAYS WHAT?
NEGOTIATE & CLOSE

THE SELLER
CUSTOMARILY PAYS

THE BUYER
CUSTOMARILY PAYS

TRANSFER TAX
Transf er  t ax is a t ransac t ion  f ee im p osed  on  t he t ransf er  o f  land  real 

p rop er t y f rom  one p erson  (o r  en t it y)  t o  anot her. The t ransf er  t ax rat e is 
var iab le, d ep end ing  on  t he p u rc hase p r ic e OR t he f a ir  m arket  value, as 

show n  in  t he c har t .

- Transf er  Taxes
- Broker  Com m issions
- Any jud g m ent s o r  t ax l iens
- Any unp aid  hom eow ner 's 

d ues
- Delinq uent  p rop er t y t axes

- Esc row  f ee f rom  t he t it le 
c om p any

- Loan  Fees req u ired  b y you r  
lend er

- Tit le insu ranc e p rem ium
- Fire and  hazard  insu ranc e 

p rem ium

If entire value or consideration is ... Tax rate for entire value or consideration is ...

More than $100 but less than or equal to $250,000 $2.50 for each $500 or portion thereof

More than $250,000 but less than $1,000,000 $3.40 for each $500 or portion thereof

$1,000,000 or more but less than $5,000,000 $3.75 for each $500 or portion thereof

$5,000,000 or more but less than $10,000,000 $11.25 for each $500 or portion thereof

$10,000,000 or more but less than $25,000,000 $27.50 for each $500 or portion thereof

$25,000,000 or more $30.00 for each $500 or portion thereof

Sourc e: h t t p :/ / w w w.sf assessor.o rg / rec o rd er- in f o rm at ion / rec o rd ing - d oc um ent / t ransf er- t ax 



MY FULL SERVICE
PHILOSOPHY

I b e lieve t hat  se ll ing  o r  b uying  a hom e shou ld  b e a seam less, f u l l- ser v ic e 
exp er ienc e. That ?s w hy I d on?t  just  hand le one p ar t  o f  t he p roc ess? I g u id e 

you  t h roug h  every st ep  w it h  t he resou rc es, know led g e, and  d ed ic at ion  you  
d eserve. W het her  it ?s p rep ar ing  you r  hom e f o r  m arket , navig at ing  

neg ot iat ions, c onnec t ing  you  w it h  t r ust ed  m or t g ag e p ro f essionals, o r  
ensu r ing  a sm oot h  c losing  w it h  t i t le and  esc row , I m ake su re you?re 

sup p o r t ed  f rom  b eg inn ing  t o  end .

W it h  a d eep  und erst and ing  o f  t he real est at e m arket , b ac ked  b y researc h  
and  insig h t s, I p r id e m yse lf  on  b e ing  you r  g o - t o  sou rc e f o r  re l iab le 

in f o rm at ion  and  c lear  g u id anc e. My p h ilosop hy is b u ilt  on  t r ust , honest y, 
and  in t eg r it y? alw ays p u t t ing  you r  need s f irst . I am  f u lly c om m it t ed  t o  

p u rsu ing  you r  g oals w it h  d et erm inat ion  and  exc e llenc e, so t og et her  w e c an  
ac h ieve t he resu lt s you?re look ing  f o r.



READY WHEN
YOU ARE
I p u t  t h is b ook let  t og et her  t o  he lp  you  
und erst and  t he sc op e o f  m y serv ic es.

You  have m any op t ions w hen  c hoosing  
an  ag ent  t o  rep resent  you  in  one o f  t he 
m ost  im p o r t an t  t ransac t ions o f  you r  l i f e. 
It  is im p o r t an t  t hat  you  se lec t  an  ag ent  
w it h  w hom  you  are c om f o r t ab le 
d isc ussing  p ot en t ia l ly sensit ive issues, 
and  som eone you  t r ust  w il l  rep resent  
you r  in t erest s ab ove t he ir  ow n . I w ou ld  
b e hono red  t o  rep resent  you  in  t he sale 
o f  you r  hom e.

You  w il l  have m y f u ll  sup p o r t , 
en t husiasm , and  p assion  t o  d e liver  t he 
exc ep t ional resu lt s you  exp ec t  and  
d eserve.



WORK
WITH ME

Gay le Quill
Real Est at e Agent

?What ?s your  
home really  

w or t h in t oday?s 
mar ket .?

4937 Teleg rap h Ave. Suit e A

Oakland , CA 94609

Each of f ice is ind ep end ent ly ow ned  and  

op erat ed . LIC # 20 290 399

210 -126-80 80

Gayle@GQ.com

Gayle.GQ.com

LIC # 12345678

When you choose me to l ist  your home, you?re choosing a 
dedicated partner who will walk you through every step of the 
sell ing process with clarity and care. 

From preparing your home for market  to negot iat ing offers and 
closing the sale, I ?ll be by your side, ensuring nothing is 
overlooked. 

My goal is to make sell ing your home as smooth and stress-free 
as possible, while maximizing your results. 

With a proven strategy, clear communicat ion, and hands-on 
guidance, you can feel confident  knowing that  I ?ll guide you 
through every detail unt il the very last  signature.
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